Atlanta,  Ga. 


April  1 988 


Directors 
Comments 

Our  Spring  Offensive  continues  to  gain  momentum 
- you're  stili  in  the  attack.  Congratulations  to  the 
current  leaders;  the  final  skirmish,  however,  is  yet  to 
be  fought.  I sincerely  appreciate  the  effort  everyone 
has  put  forth,  and  your  enthusiastic  and  competitive 
spirit.  I'd  especially  like  to  thank  MGySgt  E.  C.  Wim- 
berly, our  esteemed  District  Operations  Chief,  for  his 
superb  work  in  coordinating  the  campaign  and  publish- 
ing the  weekly  "Blade”  (campaign  updates.) 

One  benefit  of  the  Spring  Offensive  is  an  increase 
in  quality  production.  In  fact,  last  month  our  NPS 
Regular/NPS  Reserve  I - 1 1 1 A NNC  percentages  were  68.4 
and  74.8,  respectively.  Overall,  March  was  the  best 
quality  production  month  I can  remember.  Super  job! 

As  I travel  throughout  our  District,  I'm  often  asked 


Uncovered 


Over  the  top-College  stu- 
dents on  their  annual  Spring 
Break  in  Daytona  Beach, 
Fla.  took  time  out  from  their 
quality  sun  time  to  take  a run 
through  the  "Marine  Corps- 
style"  obstacle  course.  The 
obstacle  course  was  part  of 
the  National  College  Sports 
Festival's  "Spring  Break 
'88"  competition.  Please 
see  story  and  photos,  pages 
8&9.  (USMC  photo  by  Sgt 
Marty  Hopper) 
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30309-3117  for  regular  and  reserve  personnel  and  units  in  the  6th 


about  how  we  "figure”  Average  Productivity  per 
Recruiter  (APR).  As  I see  it,  there's  only  one  way  to 
compute  APR,  and  that's  the  same  way  the  Comman- 
dant counts  it!  Our  mission  is  based  on  374  recruiters 
- they're  counted  as  "on  production.”  This  "on 
production”  number  includes  those  in  the  Command 
Group,  Operation  Chiefs,  NCOIC's,  etc.  The  number  of 
contracts  we  write  every  month  is  divided  by  374 
which  gives  us  APR.  For  example,  in  March  you  wrote 
595  NNC  which  is  a 1.59  APR. 

Perhaps  where  the  confusion  exists  is  that  some 
recruiting  stations  compute  APR  based  on  the  actual 
number  of  recruiters  out  there  in  the  trenches  writing 
contracts  - some  call  it  "real  production.”  If  we 
computed  APR  based  on  the  321  recruiters  who  were 
actually  on  production  last  month,  we  would  get  a 
higher  APR.  APR  figured  by  the  latter  method  for  our 
District  would  have  been  a 1 .85  for  March.  A 1 .85 
"looks  better,”  but  does  not  tell  the  entire  story. 
Bottom  line  - we  play  by  the  Commandant's  rules.  You 
are  doing  a magnificent  job  writing  contracts.  Don't 
worry  about  APR  --  continue  to  march. 

Final  note  --  keep  your  ideas  and  recommendations 
coming  in.  I've  submitted  one  of  your  recommenda- 
tions to  Fleadquarters  Marine  Corps  for  consideration. 

Have  a great  April  - get  ready  to  assault  May. 

Semper  Fi 
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Exchange  of 
information 
eases  RSS 
division 

By  SSgt  Sherry  L.  Gregory 
PANCO,  RS  Jacksonville 


When  large  corporations  reor- 
ganize, they  usually  call  a big  staff 
meeting  to  let  everyone  know  what's 
going  on.  When  the  same  thing  hap- 
pened to  RSS  Jacksonville  recently, 
they  copied  their  corporate  counter- 
parts. 

The  recruiters  and  their  Deppers 
gathered  at  a poolee  function  at  the 
4th  Assault  Amphibian  Battalion's 
Tractor  Park  to  pass  the  scoop.  The 
word  was  that  RSS  Jacksonville  is 
splitting  into  two  substations  - to  be 
designated  RSS  Jacksonville  and  RSS 
Jacksonville  Beach. 

The  reorganization  also  moves 
some  recruiters  to  different  offices 
and  positions.  Consequently,  this 
change  affects  the  members  of  their 
pools. 


MSgt  Bernd  Herrmann,  NCOIC, 
RSS  Jacksonville,  says  poolees  look 
to  their  recruiters  as  role  models,  and 
will  often  come  to  the  office  and  de- 
velop a close  rapport  with  an  individ- 
ual recruiter.  "The  poolees  are  taking 
the  change  in  recruiters  quite  well. 
The  Commanding  Officer  explained 
why  it's  being  done  and  helped  moti- 
vate them,  so  the  change  isn't  a big 
deal.'' 

In  fact,  the  RSS  Jacksonville 
Beach  poolees  were  motivated  to  see 
their  recruiter,  SSgt  Clifton  B.  Smith, 
Jr.,  move  up  from  a production  re- 
cruiter position  to  that  of  RSS 
Jacksonville  Beach  NCOIC.  "My 
poolees  are  behind  me  and  they  were 
thrilled  when  the  major  told  them  I 
was  going  to  be  in  charge  of  the  new 
RSS.  I could  tell  they  appreciated  the 
personal  touch  of  Major  Slick  telling 
them  himself.'' 

The  reason  for  the  change  was 
explained  by  Major  C.  H.  Slick.  "It  is 
because  the  size  of  the  pool  was  hard 
to  manage  for  one  NCOIC,  or  even  one 
station.  Theadvantagetothechange 
is  that  they  can  better  prepare  the 
poolees  for  boot  camp  and  keep  them 
motivated  during  their  DEP  time.  It 
also  gives  another  career-oriented 
Staff  NCO  the  opportunity  to  become 
an  NCOIC.'' 

The  last  advantage  the  major 


cited  is  that  now  his  Jacksonville  area 
recruiters  will  be  able  to  concentrate 
on  some  markets  that  they  haven't 
really  worked  thoroughly  before.  He 
adds  that  the  prior  planning  and 
smooth  execution  of  this  split  should 
preclude  any  decrease  in  the  quality 
production  that  has  been  sustained 
over  several  years  by  MSgt 
Herrmann.  In  essence,  the  area  has 
been  fine-tuned  from  one  RSS  which 
has  grown  large  and  cumbersome,  to 
two,  smaller  stations  which  will  be 
easier  to  manage  overall. 

As  an  example,  SSgt  Scott  R. 
Roeder  says,  "My  poolees  see  it  as 
very  positive,  because  now  the  pool 
functions  will  be  closer  to  where  they 
live.''  The  split  will  keep  his  poolees 
from  PCS  St.  Augustine  from  making 
the  approximately  50-mile  drive  to 
Jacksonville  for  poolee  functions 
such  as  the  one  that  preceeded  the 
meeting. 

The  1 50  poolees  and  applicants 
present  took  advantage  of  Reserve 
Center  assets.  They  received  hands- 
on  experience,  climbing  on  the  differ- 
ent types  of  amtracks  on  static  dis- 
play and  riding  across  the  terrain  in 
thetracked  vehicles.  Several  Marines 
from  the  l&l  Staff  talked  about  differ- 
ent weapons,  including  the  9mm 
Baretta  which  is  replacing  the  .45 
caliber  pistol. 

About  150  poolees  and  applicants 
enjoyed  a full  schedule  of  activities  at 
the  Tractor  Park,  such  as  a weapons 
display.  It  was  after  this  action- 
packed  function  that  all  gathered  for 
the  meeting  about  the  split  of  RSS 
Jacksonville  into  two  sub-stations. 


April  1 988 


MSgt  Bernd  Herrmann 
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Sgt  Henri  Bradford 


A poolee  gives  maxi- 
mum effort  to  pumping 
out  push-ups.  The  exer- 
cise only  counts  if  the 
participant's  chest 
touches  the  monitor's 
fist  on  the  ground. 


Poolee  field  meet  teaches  teamwork  concept 


By  Sgt.  Henri  R.  Bradford 
PANCO,  RS  Orlando 


Muscles  were  flexed,  attention  wasfocused,  each 
event  drew  the  attention  of  all  in  attendance  and  teamwork 
was  the  name  of  the  game. 

No,  this  wasn't  the  Olympic  trials  or  the  Pan 
American  games.  But  the  enthusiasm  and  the  effort  put 
forth  would  have  made  you  think  that  the  athletes  were 
"going  for  the  gold." 

This  was  a poolee  field  meet  sponsored  by  RSS  St. 
Petersburg,  Fla.  in  which  approximately  1 50  poolees  from 
the  substations  of  St.  Petersburg,  Tampa  and  Clearwater 
competed. 

The  field  meet  consisted  of  five  member  teams 
vying  for  first,  second  and  third  place  points  in  such  events 
as  pull-ups,  sit-ups,  push-ups,  the  fireman's  carry,  the 
dizzy-izzy,  tug-of-war,  football  throw,  three-mile  relay, 
TOO-yard  dash  and  the  wheel-barrow  race. 

According  to  GySgt  Rick  McCool,  NCOIC  of  RSS 
St.  Petersburg  and  event  coordinator,  the  meet  was  a 
success.  "This  is  the  first  field  meet  that  we  have  had  for 
our  poolees.  It  was  an  outstanding  event  and  I feel  that  the 
participants  got  a lot  from  it.  The  team  spirit  and  esprit  de 
Corps  that  they  showed  really  makes  it  a successful  way 


to  bring  them  together  and  show  what  pride  and  teamwork 
is  all  about.  Of  course,  the  Admiral  Faragut  Military  Acad- 
emy really  gave  us  a big  hand  in  hosting  the  event  and 
providing  support,"  he  says. 

Following  the  competition,  the  participants  were 
also  complimentary  of  the  work  by  the  Marines  and  the 
performance  of  the  poolees.  "It  really  got  me  motivated 
and  pushed  me  to  do  my  best  in  the  events,"  says  Michael 
Holliday.  "I'm  really  looking  forward  to  the  next  one 
because  it's  fun  and  the  competition  is  very  tight." 

"It's  great  motivation,  fun  and  a display  of  team- 
work," adds  Keith  Rivinius.  "I  would  really  like  to  see  this 
kind  of  event  again.  The  enthusiasm  that  was  evident  out 
here  really  gets  you  motivated  and  pushes  you  to  do  your 
best.  Plus  the  teamwork  that  was  put  forth  was  really 
great." 

When  the  competition  was  finally  over  and  all  the 
points  had  been  added  up,  RSS  St.  Petersburg  hadfinished 
first  with  a total  of  85  points,  followed  by  RSS  Tampa  with 
68  and  RSS  Clearwater  with  55  points. 

GySgt  McCool  summed  upthe  eventas  a very  worth- 
while undertaking.  "It  gives  the  poolees  a chance  to  come 
out  and  see  the  teamwork  concept  and  to  participate  in  it. 
Plus,  it  is  a great  motivational  factor  to  keep  our  poolees 
ready  to  go  to  recruit  training  and  do  their  best  to  earn  the 
title  of  Marine,"  he  concludes. 
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Veteran  recruiter  honored 
for  attaining  500  contracts 


By  SSgt  Douglas  W.  Allen 
BANCO,  RS  Macon 


There  are  many  awards  in  re- 
cruiting — from  a meritorious  mast  to 
a meritorious  promotion.  Master  Ser- 
geant Buford  Wilson,  NCOIC  on  pro- 
duction at  RSS  Sumter,  SC,  recently 
received  a special  award  that  few 
recruiters  get  - a fifth  centurion 
award. 

Writing  500  contracts  didn't  just 
happen  overnight.  In  fact,  as  of  the 
end  of  March  1 988,  MSgt  Wilson  has 
a total  of  1 1 years,  1 1 months  on 
production.  Andjustas  impressiveas 
his  time  on  the  street  is  his  3.49  net 
production  average  and  his  pool  dis- 
charges of  only  1 3. 

The  40-year-old  Leatherneck 
says  "people"  have  enabled  him  to 
stay  on  recruiting  so  long.  "I  love 
dealing  with  people,  especially  the 
young  men  and  women.  Once  I put  a 
young  person  in  the  Marine  Corps,  I 
feel  that  I've  given  that  person  a great 
opportunity  to  build  on  for  the  rest  of 
his  life,"  comments  'Top'  Wilson. 


' You  have  to  believe 
in  yourself  and 
in  the  Marine  Corps. ' 


Liking  people  may  keep  Top  on 
the  streets  but  three  things  have 
made  him  successful.  These  are, 
honesty,  a belief  in  himself  and  a belief 
in  the  Marine  Corps. 

"You  have  to  be  honest,"  ex- 
plains Wilson.  "If  you  lie  to  people, 
the  word  will  spread  like  wild  fire  and 
you'll  lose  credibility.  You  also  have 
to  believe  in  yourself  and  the  Marine 
Corps,  if  you  don't,  people  will  see 
right  through  you  and  you  won't 
make  it. 


SSgt  D.W.  Allen 

MSgt  Buford  Wilson  is  proud  of  attaining  500  contracts. 


Attitude  has  also  played  a major 
role  in  the  17-year  veteran's  career. 
"I've  been  out  here  a long  time  and  if 
you  have  a good  positive  attitude 
through  everything,  even  the  tough 
times,  then  you'll  be  successful." 

Because  of  the  significance  of  his 
500  contract  achievement,  MSgt 
Wilson  was  given  a special  plaque 
from  Colonel  J.  C.  Lilly,  Jr.,  District 
Director,  during  a ceremony  March 
10th. 

While  presenting  the  plaque, 
Major  W.  D.  York,  RS  Macon  Com- 


manding Officer,  had  good  things  to 
say.  "As  MSgt  Wilson's  CO,  I believe 
that  he  is  certainly  one  of  the  most 
sincere  and  dedicated  Marines  with 
which  I have  ever  served.  I feel  I'm  a 
better  Marine  as  a result  of  having 
served  with  Top  Wilson." 

The  Top  interjects,  "I'm  very 
proud  of  this  plaque  and  I'm  not  just 
going  to  hang  it  on  the  wall  and  forget 
about  it.  I'm  going  to  show  it  off  in  the 
community  and  let  them  know  how 
much  I appreciate  their  support  in 
helping  me  receive  this  award." 


April  1 988 
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PA/RA  programs 
plant  seeds 
for  recruiter  benefits 

By  Sgt  Mike  Ford 
PANCO,  RS  Nashville 


All  but  the  very  new  to  recruiting  duty  know  who  the 
RS  Public  Affairs  NCO  (PANCO)  is.  The  guy  with  the 
camera,  right?  But,  what  can  the  PANCO  do  to  help  a 
recruiter's  production? 

"THANK  YOUs":  Certificates  of  Appreciation  work 
well  for  that  educator,  guidance  counselor  or  civic  person 
who  has  given  a recruiter  support  that  should  be  recog- 
nized. When  a person  has  given  truly  distinguished  sup- 
port of  the  recruiting  effort,  a gold  I wo  Jima  lithograph  can 
be  prepared  for  presentation  to  them. 

SPORTS  SCHEDULES:  These  are  an  excellent  way  to 
keep  a recruiter's  name  and  phone  number  in  the  high 
school.  Higher  priority  high  schools  can  receive  up  to  500 
sports  schedules  per  sports  season. 

ADVERTISING:  All  forms  of  cost-effective  advertis- 
ing can  be  handled  through  the  PANCO.  If  the  proposal 
exceeds  $500  and  is  worthwhile  then  the  request  will  be 
forwarded  to  the  District  Headquarters  for  consideration. 
The  most  popular  form  of  advertising  for  exposure  and 
awareness  is  at  the  high  school  level  in  sports  programs 
and  newspapers.  Community  newspapers  and  classified 
ads  work  well,  as  does  spot  radio  in  the  smaller  markets 
because  it's  more  cost-effective.  It  is  the  PANCO's  re- 
sponsibility to  handle  and  track  all  the  paperwork. 

PSAs:  Radio,  television  and  outdoor  companies  are 
the  prime  modes  of  creating  awareness  in  the  community. 
Public  Service  Announcements  can  be  tied  in  locally  to 
benefit  that  area's  recruiters.  The  District  HQ  comes  out 
with  radio  and  television  spots  that  target  a quarterly 
theme.  Although  outdoor  advertising  cannot  be  localized, 
radio  and  TV  spots  can  be. 

NEWS  RELEASES:  Local  news  releases  for  incoming 
recruiters,  outstanding  poolees,  Marines  who  did  excep- 
tionally well  in  boot  camp,  etc.,  can  be  arranged  through 
the  PANCO  for  insert  in  local  papers.  This  is  just  another 
method  of  creating  a wareness  that  does  not  cost  anything. 

TV,  NEWSPAPER  AND  RADIO  INTERVIEWS:  Getting 
a recruiter  or  a recent  graduate  of  recruit  training  on  the 
radio  ora  TV  program  or  getting  a story  written  by  the  local 
newspaper  is  more  free  publicity.  This  kind  of  exposure  is 
something  that  can't  be  bought.  Because  it's  done  by  the 
local  media,  it  carries  more  weight  than  a release  done  by 
the  command. 

COMMUNITY  RELATIONS:  Requests  for  musical 

units  such  as  the  Albany  Drum  and  Bugle  Corps  are  submit- 
ted through  the  PANCO.  They  are  then  forwarded  to 
Headquarters,  Marine  Corps  via  District  HQ,  and  must 


arrive  at  Headquarters,  Marine  Corps  90  days  prior  to  the 
event  to  receive  consideration.  The  PANCO  has  a special 
request  form  which  civilian  sponsors  must  use. 

Time  is  a major  factor  in  handling  these  requests.  The 
PANCO  should  determine  what  the  requesting  party  is 
looking  for,  since  most  events  can  be  accented  by  a color 
guard  ora  static  display.  Bringing  in  a band  is  usually  costly 
for  the  sponsor  and  in  most  cases,  an  alternate  type  of 
community  support  can  suffice,  for  example,  a static 
display. 

STATIC  DISPLAYS:  Utilizing  the  nearest  Reserve 
Center  for  a static  display  is  an  attention-getter  that  creates 
a lot  of  awareness  and  gets  the  local  Marines  involved  with 
the  community.  A static  display  as  part  of  another  function 
offers  prospective  applicants  and  citizens  in  the  commu- 
nity the  opportunity  to  see  first-hand  the  equipment  used 
by  the  Marine  Corps.  Static  displays  generally  are  more 
cost-effective  than  musical  units. 

SEMPER  FIDELIS  AND  DISTINGUISHED  ATHLETE 
AWARDS:  The  Semper  Fi  award  is  given  to  high  school 
students  for  musical  excellence  in  high  school  bands.  The 
Distinguished  Athlete  award  is  given  to  students  who, 
through  athletics,  best  demonstrate  the  leadership  quali- 
ties the  Marine  Corps  is  looking  for.  Both  awards  offer  the 
recruiter  an  opportunity  to  get  face-to-face  with  two  influ- 
ential educators:  the  band  director  and  the  high  school 
coach/athletic  director. 

COMMAND  VISIT : An  excellent  way  to  show  influen- 
tial people  in  the  community  the  making  of  Marines  and  the 
Marine  way  of  life.  Targeted  forthis  program  are  teachers, 
guidance  counselors,  school  board  members,  coaches, 
principals,  local  government  officials,  civic/community 
officials  and  friends  of  the  Corps.  The  program  offers  those 
people  an  opportunity  to  view  the  magic  of  Parris  Island, 
South  Carolina,  first-hand. 

DIXIE  DIGEST:  The  DIGEST  offers  a line  of  commu- 
nication between  NCOICs  and  recruiters  within  the  Dis- 
trict. The  PANCO  writes  stories  on  NCOICs  and  recruiters 
and  how  they  operate  programs  - what  works  well  for 
them  in  their  area  and  the  little  things  they  do  to  become 
successful.  The  DIGEST  offers  a medium  to  share  ideas 
and  a way  to  recognize  Marines  whose  ideas  have  made 
them  successful. 

COLLATERAL  MATERIAL:  Each  summer  the  collat- 
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Hunt  presents 
scholarship  to 
hometown 
teen 

By  Sgt  Raymond  Braud 
PANCO,  RS  Montgomery 


Super  Tuesday  held  a different 
meaning  this  year  at  RS  Montgom- 
ery. On  the  day  which  saw  Presi- 
dential primaries  throughout  the 
south,  Guy  Hunt,  governor  of  the 
state  of  Alabama,  presented  a 
Naval  Reserve  Officer  Training 
Corps  (NROTC),  Marine  Option 
Scholarship  to  a student  at  Holly 
Pond  High  School. 

Tim  Phillips,  a senior  from 
Holly  Pond,  a small  town  just  east 
of  Cullman,  Ala.,  was  one  of  27 
winners  announced  on  the  early 
board,  and  one  of  20  winners  from 
the  RS  Montgomery  area. 

"Tim  has  always  had  a desire 
for  military  service,"  says  Jan  Phil- 
lips, Tim'sfather.  "He  alsoapplied 
to  the  Air  Force  Academy,  but  will 
be  attending  Auburn  University 
this  fall." 

Governor  Hunt,  also  a native 
of  Holly  Pond,  and  graduate  of 
Holly  Pond  H.  S.,  along  with  Major 


William  C.  Barnebee,  Command- 
ing Officer,  RS  Montgomery,  pre- 
sented the  award  to  Philips  before 
a school  assembly.  GovernorHunt 
spoke  of  the  need  for  patriotic 
young  men  and  women  to  serve  in 
the  Armed  Forces,  and  he  said  that 
Holly  Pond  should  be  proud  of 
Tim's  accomplishments. 

According  to  his  father,  Tim  is 
a person  who  enjoys  being  in  lead- 
ership positions.  "He  is  dedicated 
in  everything  he  participates  in,  in- 


cluding playing  football,  basketball 
and  baseball  for  his  high  school," 
says  Mr.  Phillips. 

Captain  James  P.  Sinnott,  ex- 
ecutive officer  of  RS  Montgomery, 
and  coordinator  of  the  NROTC  pro- 
gram for  the  RS  adds,  "The  ROTC 
scholarship  program  is  definitely  a 
worthwhile  program.  Aside  from 
the  Naval  Academy,  it's  the  biggest 
source  of  regular  Marine  Officer 
commissions,  and  helps  build  the 
future  of  the  Marine  Corps." 


Sgt  Raymond  Braud 


Governor  Hunt  presents  an  NROTC  scholarship  to  Tim  Phillips. 


eral  material  survey  is  given  to  the  PANCO  to  order  gear  for 
the  upcoming  fiscal  year.  The  NCOICs  are  polled  to  find  out 
what  they  like  and  don't  like.  Material  ordered  reflects  the 
needs  of  the  NCOICs.  If  there's  a certain  type  of  material 
that  works  well  forone  recruiter  then  the  NCOIC  should  be 
made  aware  of  it.  Incoming  material  is  disseminated  to 
each  RSS  according  to  percentage  of  mission  with  10 
percent  remaining  at  the  RS  for  contingency.  Each  NCOIC 
should  have  a copy  of  the  distribution  schedule  for  the 
materials  so  they  can  make  existing  supplies  last. 

SPEAKERS  BUREAU:  Speakers  at  civic/community 
events  can  be  arranged  through  utilizing  on-hand  talent. 
Provided  there's  enough  lead  time,  speakers  can  address 
topics  such  as  leadership,  patriotism,  physical  fitness,  the 
Marine  Corps  in  general.  These  events  generally  provide 
captive  audiences  and  are  an  excellent  way  to  create 
awareness  of  the  Marine  Corps. 

BOOTH  SPACE:  The  RS  has  the  ability  to  purchase 


booth  space  at  appropriate  functions,  such  as  educator 
conventions,  athletic  conventions  and  career  days.  The 
PANCO  can  support  the  event  with  collateral  material. 
This  also  provides  an  opportunity  to  mix  a few  tools 
together,  such  as  a static  display  and  a Marine  Corps 
booth  at  a county  fair. 

SUPPORT  FOR  POOLEE  FUNCTIONS:  The  PANCO 
can  be  invaluable  in  getting  a speaker  or  a drill  instructor 
for  poolee  functions.  Sometimes  the  PANCO  gets  in- 
volved in  helping  a recruiter  take  his  poolees  on  an  orien- 
tation trip  or  bivouac  weekend. 

These  awareness  tools  are  just  some  of  the  methods 
of  support  available  to  the  NCOICs  and  their  recruiters 
through  the  PANCO.  They  are  limited  only  to  the  extent 
of  the  innovation  and  imagination  of  each  Marine  on  re- 
cruiting duty. 

For  additional  information,  talk  to  your  Public  Affairs 
NCO. 


April  1988 
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(Right)  A pair 
of  competitors 
races  through 
the  tires  on  the 
Marine  Corps- 
style  obstacle 
course  built  on 
Daytona 
Beach.  (Be- 
low) The  going 
gets  tough  on 
the  hand-over- 
hand rope  ob- 
stacle. 


i — 

Sgt  Marty  Hopper 


Beach  assault  -- 
Florida  style 


By  Sgt  Marty  Hopper 
District  Broadcaster 


During  the  months  of  March  and  April  in  Daytona  Beach, 
Florida  the  tourist  season  begins  to  boom.  Just  as  the  city 
starts  to  recover  from  the  bustle  of  the  Daytona  500  and 
Daytona  Bike  Week,  the  flow  of  college  students  on  their 
annual  spring  vacation  descends  on  thecity.  During  spring 
break,  college  students  are  automatically  labeled  with  what 
has  become  a "party  animal"  stereotype.  However,  the 
past  few  seasons  have  been  a bit  different  thanks  to  a 
Daytona  Beach  area  organization  assisted  by  the  Marine 
Corps. 

The  National  College  Sports  Festival  (NCSF)  officially 
kicked  off  their  "Spring  Sports  Fest  '88"  during  March. 
The  NCSF  organizes  sporting  competitions  and  makes 
them  available  for  students  in  the  area  on  their  annual  spring 
break. 

"Whilethe  idea  of  participating  in  sporting  activities  may 
not  be  on  the  forefront  of  the  students'  thoughts  as  they 
arrive  in  Daytona  Beach,  once  they  are  here,  they  find  they 
have  a lot  of  time  on  their  hands,"  says  Casey  Leydon, 
founder  of  the  NCSF  competitions. 

Leydon  continues,  "If  we  can  fill  their  time  here  with 
sports,  and  they're  interested  in  playing  sports,  they  can 
return  to  their  schools  with  stories  of  RBI's  instead  of  DUI's 
and  slam  dunks  instead  of  dead  drunks." 

The  competitions  offer  16  different  sporting  events  as 
diverse  as  rugby,  football  and  basketball,  to  "Laser  Tag," 
"Frisbee"  competitionsand  a Marine  Corps-style  obstacle 
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Sgt  Marty  Hopper 


Dixie  Digest 


(Left)  The  U.S.  Naval 
Academy  rugby  team 
competes  in  NCSF  play. 
(Below)  Capt  John 
Byzewski,  the  rugby 
team's  coach,  gives  the 
midshipmen  a strategy 
pep  talk. 


course. 

The  Marine  Corps  obstacle  course  was  modeled  after 
the  courses  at  Parris  Island,  S.C.  and  Quantico,  Va. 
However,  to  make  it  a bit  more  acceptable  to  the  beach 
crowds,  carpeting  was  added  to  a few  of  the  obstacles  and 
the  size  and  length  was  scaled  down  to  prevent  injury  to  the 
beachwear-clad  and  sometimes  barefoot  participants. 

Yet  another  "military"  influence  was  added  during  the 
first  week  of  competitions  as  the  U.  S.  Naval  Academy 
rugby  team  was  in  Daytona  Beach  in  force  and  easily 
clenched  the  first  week's  round  of  rugby  competition. 

A healthy  atmosphere  is  created. . . 
and  everyone  is  a winner. 

"The  midshipmen  were  extremely  excited  about  coming 
down  to  Daytona  Beach  to  participate  in  the  NCSF  compe- 
tititons  and  to  play  some  serious  rugby."  explains  Marine 
Captain  John  Byzewski,  the  U.  S.  Naval  Academy's  head 
rugby  coach.  "It's  early  in  the  season  and  we  are  still  a bit 
out  of  shape.  Still  for  the  most  part,  the  midshipmen  are 
better  athletes.  Their  desire,  drive  and  discipline  is 
great.  ..they  didn't  come  down  here  just  to  party  or  for  the 
beach. ..they  came  down  here  to  play  rugby  and  to  win." 

For  the  Naval  Academy's  midshipmen  and  for  the  win- 
ners of  all  the  NCSF's  sporting  competitions,  an  added 
incentive  goes  with  the  competitions.  The  winners  of  each 
event  for  the  week  they  participate  receive  an  all-expense- 
paid  return  trip  to  Daytona  Beach  to  compete  in  the  NCSF 
"Fall  Finals." 

This  will  pit  the  winners  from  all  four  weeks  of  the  spring 
break  competitions  against  one  another.  To  the  victors  go 
the  title  of  reigning  college  sports  champion  for  a year  and 
recognition  for  their  respective  schools. 


Sgt  Marty  Hopper 


Sgt  Marty  Hopper 


Since  its  humble  beginnings  three  years  ago,  the  dreams 
of  a few  Floridians  have  spawned  a National  Sporting 
Competition  that  is  fast  becoming  recognized  among  col- 
leges and  universities  from  around  the  nation.  A private 
sports  production  company  is  videotaping  the  entire  spring 
break  competitions  for  airing  at  a later  date  on  a major  cable 
sports  show.  Another  noteworthy  point  is  the  fact  the 
Sports  Festival's  competitions  have  not  had  to  rely  on  any 
sponsorship  from  alcohol  and  tobacco  sponsors. 

"In  the  past,  the  community  was  under  the  impression 
that  without  the  alcohol  and  tobacco  sponsorship,  the  kids 
wouldn'tcome  to  Daytona  Beach,"  explains Leydon.  "We 
have  shown  that  the  kids  will  come  here  regardless.  Our 
sports  participation  and  awareness  rate  is  increasing  every 
year.  With  the  help  of  positive  messages  such  as  the  Marine 
Corps',  'Stay  in  school,  stay  in  shape  and  stay  off  drugs,' 
we  create  a healthy,  fun  atmosphere.  This  way,  everyone 
wins." 


April  1988 
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A Closer  Look 


CHAMPUS 
caps  medical 

costs 

A provision  of  the  new  Defense 
Authorization  Act  protects  CHAM- 
PUS-eligible  families  from  "cata- 
strophic" medical  expenses  as  of  this 
fiscal  year. 

The  provision  sets  a limit  or 
"cap"  on  medical  bills  which  are 
covered  by  CHAMPUS  for  the  fiscal 
year.  The  cap  is  set  at  $1,000  for 
active  duty  families  and  $ 1 0,000  for 
all  other  CHAMPUS  eligible  and  all 
CHAMPVA  (Civilian  Health  and  Medi- 
cal Program  of  the  Veterans  Admini- 
stration.) 

Bills  incurred  from  the  beginning 
of  fiscal  year  1988  (1  Oct  1987) 
through  30  Sep  1 988  are  included  in 
this  first  year  of  the  program. 

To  understand  exactly  how  the 
cap  provision  works,  it  first  must  be 
understood  that  CHAMPUS  does  not 
provide  free  medical  coverage.  They 
pay  for  certain  types  of  eligible  medi- 
cal care  which  is  not  available  through 
a military  hospital,  but  only  pay  what 
they  call  "allowable  charges."  This 
also  is  dependent  upon  the  military 
member  paying  certain  deductibles 
and  sharing  the  cost  of  some  types  of 
care. 

The  cap  is  a ceiling  on  the  amount 


of  deductibles  and  cost-shares  a fam- 
ily pays  in  a given  fiscal  year.  It  applies 
only  to  the  amount  of  money  a family 
pays  toward  CHAMPUS  allowable 
charges  for  covered  medical  care. 
Charges  in  excess  of  those  CHAMPUS 
determines  to  be  reasonable  and 
charges  for  treatment  not  covered  by 
CHAMPUS  do  not  apply  toward  the 
cap.  Those  bills,  no  matter  how  high, 
must  be  paid  in  full  by  the  service 
member  or  their  family. 

Likewise,  costs  paid  by  families 
under  CHAMPUS'  Program  for  the 
Handicapped  are  not  counted  toward 
the  cap. 

Families  should  keep  track  of 
how  much  they  paid  in  annual  deduct- 
ibles and  cost-shares  in  a fiscal  year. 
The  most  important  point  to  be  made 
about  the  capping  of  payments  is  that 
it  must  be  requested  in  writing.  Eli- 
gible service  members  must  write  to 
the  CHAMPUS  claims  processor  for 
the  state  in  which  the  care  was  re- 
ceived to  have  the  cap  imposed  on 
their  expenses.  The  costs  will  not  be 
capped  automatically. 

The  best  way  to  keep  track  of 
medical  expenses  that  count  toward 
meeting  the  cap  is  to  keep  copies  of 
your  CHAMPUS  "Explanations  of 
Benefits"  (EOBs).  These  EOB  forms 
are  provided  with  each  claim  proc- 
essed. When  your  family's  deduct- 
ibles and  cost-shares  in  a given  fiscal 
yearadduptothecapamount,  CHAM- 
PUS will  pay  the  full  allowable  charges 
for  covered  care  provided  for  the  rest 


Historian 

seeks 

Tet  Offensive 
veterans 


Author  and  military  historian  Eric 
Hammel  is  presently  collecting  de- 
tailed, first-hand  accounts  of  military 
actions  associated  with  the  1 969  Tet 
Offensive  for  a book  on  the  subject. 
Anyone  who  was  in  Vietnam  between 
Jan  29  and  April  1,  1968  and  who  is 
interested  in  providing  his  or  her  ac- 
count should  contact  the  author  at 
1 1 49  Grand  Teton  Drive,  Pacifica,  CA 
94044. 


of  the  fiscal  year. 

Military  sponsors  who  have  been 
divorced  and  remarried,  and  who  have 
two  sets  of  dependents,  may  count 
the  cost-shares  and  deductibles  paid 
for  all  dependents  toward  a single  cost 
cap. 

If  you  also  have  a private  health 
plan  that  pays  before  CHAMPUS 
pays,  you'll  be  able  to  count  your 
CHAMPUS  cost-share,  even  if  it  was 
paid  by  your  other  health  plan.  The 
amount  that  would  have  been  your 
cost-share  if  there  had  been  no  other 
insurance  to  help  is  shown  on  the 
EOB. 

If  you  have  a CHAMPUS  supple- 
mental insurance  plan  ( a private  insur- 
ance policy  that  is  specifically  de- 
signed to  pay  after  CHAMPUS  has 
paid  all  that  it  is  going  to  pay  for  your 
care),  yourCHAMPUS  cost-share  can 
still  be  counted  toward  your  fiscal 
year  cap,  even  if  the  supplemental 
policy  pays  the  full  amount  remaining 
for  you. 

Remember,  you  mustprovidethe 
information  on  how  much  you've  paid 
to  the  CHAMPUS  claims  processor. 
The  processor  will  then  verify  the 
amount  form  its  files.  If  you've  also 
submitted  claims  to  another  CHAM- 
PUS claims  processor  for  care  re- 
ceived in  that  processor's  jurisdiction, 
your  current  processor  will  check  with 
them  at  your  request. 

For  more  details  on  the  "cata- 
strophic cap, " check  with  your  Health 
Benefits  Advisor. 


"Tomorrow  Will  Be 
Decided  Today" 
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Basic  Warrior 
Training  begins 
phase  two 

By  Sgt  Nathan  Portman 
HQMC 


Basic  Warrior  Training  is  now  in 
full  swing  at  both  Marine  Corps  Re- 
cruit Depots  and  the  Corps  is  gearing 
up  for  phase  two. 

"The  idea  of  Basic  WarriorTrain- 
ing  is  to  get  back  to  emphasizing  basic 
warrior  skills  for  all  Marines  regard- 
less of  MOS,''  said  LtCol  T.T.  Kelley, 
Ground  Programs  Section,  Training 
Department,  HQMC.  "In  a combat 
situation,  the  infantry  historically 
sustains  the  largest  number  of  casual- 
ties and,  as  the  past  has  shown, 
Marines  from  other  job  specialties  are 
called  upon  to  replenish  their  ranks." 

Prior  to  1972,  all  male  Marines 
attended  ITR  (Infantry  Training  Regi- 
ment) following  recruit  training, 
where  they  received  the  skills  neces- 
sary to  fill  these  roles.  This  ended  in 
1972  when  boot  camp  became  the 
primary  training  ground  for  non-infan- 
try  Marines,  but  it  will  resume  in  an 
abbreviated  form  as  part  of  BWT. 

The  BWT  concept  is  divided  into 
three  distinct  stages.  With  the  first 
phase  of  the  entry  level  stage  in  full 
swing  at  both  recruit  depots,  the 
training  department  at  HQMC  is  get- 
ting ready  to  kick  off  phase  two  of  the 

6th  MCD 
MCJROTC 
instructor 
vacancy 

If  you're  a retired  Marine  or  are 
retiring  soon,  and  you  like  teaching 


first  stage. 

This  phase  will  take  place  at  the 
School  of  Infantry  at  both  Camp 
Lejeune,  N.C.  and  Camp  Pendleton, 
Calif. 

"As  it  is  currently  envisioned, 
Marines  will  take  the  standard  seven 
to  ten  days  leave  after  boot  camp 
before  reporting  to  the  School  of  In- 
fantry (SOI),"  said  Kelley.  "Once 
there,  they  will  be  issued  782  gear  and 
a weapon  and  march  out  to  the  field 
where  they  will  polish  their  basic 
warrior  skills  in  an  expeditionary,  field 
environment." 

Training  at  the  SOI  will  consist  of 
an  aggressive  field-oriented  training 
package  that  emphasizes  individual 
tactical  skills  best  taught  in  a collective 
mode.  The  course  of  instruction  will 
also  concentrate  on  learning  to  prop- 
erly employ  crew-served  weapons 
such  as  the  M60E3  machine  gun,  M2 
. 50 caliber  machine  gun  and  the  MK 1 9 
40mm  machine  gun. 


"We're  finalizing  program  devel- 
opment for  this  phase  (the  only  phase 
of  BWT  not  received  by  women  Ma- 
rines)," said  Kelley,  "and  plan  to 
begin  small  group  trials  in  October 
with  full  implementation  to  follow." 

The  second  stage  of  BWT  will  be 
directed  toward  the  NCOs  and 
SNCOs.  This  stage,  referred  to  as 
Warrior  Leader  Training,  will  be  con- 
ducted in  NCO  Schools  and  the  Staff 
NCO  Academies. 

Warrior  Leader  Training  should 
be  in  full  swing  at  the  Staff  NCO  Ac- 
ademies by  October  1988  and  will 
also  be  implemented  at  the  NCO  Lead- 
ership Schools  shortly  thereafter. 

The  third  and  final  stage  of  BWT 
is  Unit  Sustainment  Training. 

This  is  the  payoff  for  the  entire 
program,"  said  Kelley.  "It  will  consist 
of  Basic  Warrior  standards  and  tasks 
(still  being  developed)  that  will  need  to 
be  accomplished  and  maintained  by  all 
Marines  in  their  operating  units." 


and  working  with  teenagers,  the  6th 
Marine  Corps  District  may  have  just 
the  job  for  you. 

There  is  an  opening  for  a qualified 
Marine  as  the  Senior  Marine  Instructor 
(SMI)  for  one  of  our  Junior  ROTC  units 
in  the  Southeast.  Northview  High 
School  in  Dothan,  Ala.  needs  to  fill  the 
position  immediately. 

Instructors  receive,  at  a mini- 
mum, active  duty  pay  and  allow- 


ances, with  the  possibility  of  addi- 
tional pay  from  their  school  district. 

Applicants  for  SMI  must  be  re- 
cently retired  Marine  Corps  officers 
(retired  less  than  three  years)  with  20 
years  minimum  service.  Theymustbe 
college  graduates  and  have  exem- 
plary military  records. 

For  more  information,  contact 
Capt  Mark  Miller  or  Ann  Jason  at 
(404)  347-7589/7563. 


April  1988 
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Contact  T earn  T ips 

Change  strategy  for  summer  recruiting 


It's  almost  summertime  again  and 
pretty  soon  there  will  be  a new  high 
school  graduate  and  senior  market 
just  waiting  to  be  contacted/con- 
tracted by  their  local  Marine  Corps 
Recruiter.  During  the  summertime 
our  strategies  for  prospecting  will 
change  tremendously.  Below  are 
some  tips  for  recruiting  during  the 
summer  months  that  many  recruiters 
found  to  be  extremely  helpful: 

-Contact  summer  shippers  early 
and  pump  them  for  referrals.  (Have 
them  bring  in  friends). 

-Reestablish  contact  with  pros- 
pects who  were  undecided  when  last 
contacted  off  lists.  Also,  those  who 
indicated  they  were  thinking  of  going 
to  college. 

-Review  your  RSS  year-in-sight  and 
request  command  recruiters  during 
the  summer  months.  Also,  identify 
Marines  in  your  closed  file  for  partici- 
pation in  the  Command  Recruiter 
Program  during  the  summer  months. 

-Review  your  prospects  summer 
time  activities  (i.e.  parks,  beaches, 
recreation  centers,  etc.)  Is  summer 
school  open?  How  about  community 
colleges/vo-techs? 

-Contact  rising  seniors  who  indi- 
cated they  were  interested  in  the 
Marines  during  the  school  year  (do 
this  in  May);  know  the  names  of  jun- 
iors who  wanted  to  be  Marines  (know 
their  birth  dates). 


-Adjust  your  prime  prospecting 
time  for  summer  time  activities.  For 
example,  TC  early  in  the  morning. 

-Evaluate  summer  working  hours 
for  the  RSS.  Prime  prospecting  time 
exists  in  the  morning  as  well  as  the 
evening. 

-Review  last  year's  activity  analy- 
sis. Your  September  data  objectives 
should  be  used  for  the  summer 
months. 

-Contact  your  local  employment 
office  for  new  graduates  who  are 
looking  for  work. 

-Know  which  recruiters  are  going  on 
leave  and  ensure  a Recruiter  Assis- 
tant or  Permissive  TAD  is  assigned  to 
that  recruiter's  area  during  his  ab- 


Good  recruiters  canvass  where  pros- 
pects are  likely  to  be  found. 


-Go  over  old  PPC  cards  that  were 
returned  good  lead/workable. 

-Have  your  recruiters  AC  early  inthe 
morning  (might  catch  young  people 
cutting  the  lawn,  washing  cars,  etc.). 

-Have  your  recruiters  AC  fast  food 
restaurants  during  the  prime  busi- 
ness hours. 

-Obtain  education  verification  (put 
H.S.  diplomas  in  enlistment  pack- 
ages). 

-Verify  the  pool. 

-Square  away  shipping  for  the  sum- 
mer months. 

-Set  aside  1-1  1 /2  hours  per  morn- 
ing for  appointments. 

-Get  incremental  lADT's  ready  to 
go. 

-Get  ready  to  attend  H.  S.  gradu- 
ations of  poolees. 

-Start  scheduling  your  ASVAB's  for 
next  school  year. 

-Start  work  on  next  year's  NROTC 
program. 

-Require  poolees  to  replace  them- 
selves before  shipping. 


THE  CONTACT  TEAM 


Tip 

of  the 
Month 


Be  prepared  in  five  ways:  (1)  Prepare 
yourpresentationin advance.  (2)  Selectthe 
materialsyou  will  use.  (3)  Makealistofeve- 
rything  you  think  is  necessary  to  sell  your 
prospect.  (4)  Write  out  every  word  you  will 
use  in  presenting  each  bit  of  information  you 
will  offer.  (5)  Use  strong  selling  points. 

The  Contact  Team  still  wants  your  recruit- 


ing hints  to  share  throughout  the  District.  If 
you  have  an  approach  to  recruiting  that  is 
unique  and  works,  call  MGySgt  Bailey  or 
GySgt  Deloach,  at  (404)  347-7580  or  write 
THE  CONTACT  TEAM,  6th  Marine  Corps 
District,  1365  Peachtree  St,  N.E.,  Atlanta, 
Ga.  30309-3117. 
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District  Pacesetters 


RS  Jacksonville 

"I  knew  last  month  that  March  would  be  hard.  It 
traditionally  is  because  of  the  FMAM  months,  so  I wanted 
my  station  to  close  out  early,"  says  GySgt  Kenneth  Brown, 
RS  Jacksonville  Recruiter  of  the  Month  for  March. 

Although  he  is  the  NCOIC  of  RSS  Valdosta,  Brown 
wrote  a total  of  seven  contracts,  five  of  which  were 
Alphas.  He  believes  that  leadership  by  example  is  not  just 
a Marine  Corps  adage,  buta  viabletraitfortoday'srecruit- 
ing  service. 

"I  got  most  of  my  contracts  from  area  canvassing  at 
Valdosta  State  College.  Their  ROTC  unit  is  deactivating 
and  some  of  the  students  wanted  to  continue  in  the 
military,"  says  the  Savannah,  Ga.  native.  His  recruiter 
aide,  LCpI  Vincent  Edwards,  was  also  instrumental  in 
contacting  prospects  and  producing  leads. 

RS  Macon 

Sgt  Michael  H.  Schmitt,  RSS  Greenville,  SC,  is  RS 
Macon's  Recruiterof  the  Month  for  March  and  Recruiter  of 
the  Quarter  for  the  2nd  quarter  of  FY  88. 

Working  out  of  PCS  Spartanburg,  S.C.,  Sgt  Schmitt 
wrote  five  contracts  with  four  1 1 1 As  during  March.  He  had 
1 3 contracts  for  the  quarter  with  1 0 being  1 1 1 As . 

Sgt  Schmitt  has  found  that  a different  emphasis  on 
mission  attainment  makes  all  the  difference. 

"I  had  a good  month  in  January  which  allowed  me  to 
rearrange  my  month.  Instead  of  playing  catch  up  like  in  the 
past,  working  from  the  1st  to  the  30th,  I started  working 
from  the  1 5th  to  the  1 5th,"  he  explains. 

There  are  two  other  things  that  have  helped  Sgt 
Schmitt  lately.  One  is  a good  pool  that  gives  him  lots  of 
referrals.  The  other  is  a fellow  PCS  Spartanburg  recruiter, 
GySgt  W.  J.  Billingslea,  who  has  taken  the  time  to  share  his 
recruiting  experience  with  Schmitt. 

RS  Montgomery 

SSgtTony  Williams  of  RSS  Pensacola,  Fla.  wrote  five 
contracts  for  the  month  of  March,  to  earn  himself  top 
honors  as  large  station  recruiter  of  the  month. 

Williams  says,  "I  owe  my  success  to  a good  positive 
mental  attitude,  not  only  in  myself,  but  in  the  Lord  and  in  my 
wife.  Williams  also  says  he  has  received  good  support  from 
his  poolees  and  his  NCOIC. 

SSgt  Andrew  Jones  of  PCS  Columbus,  Miss,  wrote 
three  contracts  to  earn  top  honors  as  small  station  recruiter 
of  the  month. 

RS  Nashville 

RS  Nashville's  Recruiter  of  the  Month  forthe  first  half 
of  March  1988  is  Sgt  Gary  A.  Crocker  of  RSS  Tupelo. 
Crocker  wrote  four  contracts,  two  of  which  were  3A's. 

He  says  if  you  want  success  you  have  to  work  for  it. 


"Back  in  November,  Tupelo  became  a team  and  we've 
been  going  strong  ever  since.  Teamwork  is  the  bottom 
line." 

Achieving  honors  for  the  second  half  of  March  is  Sgt 
Damon  A.  Johnson  of  RSS  Memphis.  He  netted  three 
contracts  during  the  last  1 0 days  of  the  month,  all  of  which 
were  1 1 1 As . 

His  NCOIC,  MGySgt  M.  R.  Oldham,  directed  him  to 
the  1 1 1 A market  and  his  long  hours  and  smart  working 
technique  paid  off.  "Johnson  took  on  a 'just  get  with  it' 
attitude,  forgot  all  the  extracurricular  activities  and  put 
people  in  the  Marine  Corps,"  according  to  his  teammate, 
SSgt  J.E.  Jones  of  PCS  Whitehaven. 

RS  Orlando 

While  he  tied  with  four  other  recruiters  at  five  con- 
tracts for  the  month,  Sgt  William  Garcia  of  RSS  San  Juan, 
P.  R.  pulled  out  the  quality  listing  to  take  RS  Orlando's 
Recruiter  of  the  Month  title. 

Sgt  Garcia  attributed  his  success  for  the  month  to 
mobility  and  using  a variety  of  assets.  "You  have  to  be 
constantly  on  the  move,  things  are  not  going  to  turn  for  you 
if  you  sit  still  and  wait,"  he  explains.  "The  other  thing  I did 
was  to  employ  every  asset  that  I have."  He  says  that,  by 
being  on  the  move,  you  are  there  to  make  sure  things  go  as 
you'd  like. 

"It  takes  1 10  percent  to  make  sure  you  and  your 
programs  are  up  to  snuff  and  most  importantly,  working 
properly.  Also,  dedication  to  your  job  and  attention  to 
detail  pay  dividends.  You  can't  slack  up  in  thisjob,"  Garcia 
asserts.  Additionally,  he  praises  the  value  of  teamwork. 

Sgt  Garcia  has  already  geared  up  for  the  upcoming 
month.  "I  have  my  mental  attitude  right,  I've  gotten  my 
game  plan  down  and  I'm  ready  to  work." 

RS  Raleigh 

GySgt  Brenda  Blackwell  of  PCS  High  Point  stirred  up 
her  formula  for  success  again  in  March,  yielding  five 
contracts  and  the  Recruioter  of  the  Month  title.  She  also 
was  named  Recruiter  of  the  Quarter. 

"I  think  for  a recruiter  to  be  successful,  three  ingredi- 
ents are  necessary,"  says  the  gunny.  "One,  is  that  you 
have  to  be  able  to  concentrate  1 00  percent  on  mission  ac- 
complishment during  working  hours,  and  leave  everything 
else  behind." 

She  continues,  "Second,  You  have  to  have  an  NCOIC 
who  is  willing  to  go  that  extra  mile  to  help  you  get  con- 
tracts." Blackwell saysthat  herNCOIC,  MGySgtL.  Lewis, 
epitomizes  that  kind  of  NCOIC. 

The  gunny  says  resources  that  put  the  Marine  Corps 
in  the  eye  of  the  recruiter's  target,  are  the  third  ingredient. 
"Last  month,  I had  a recruiter  aide,  CpI  D.  Knight,  who 
hungers  for  success  is  just  like  I do.  He  was  a tremendous 
resource." 


April  1988 
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NAVY  COMMENDATION  MEDAL 

RS  Jacksonville 

SSgt  R.L.  Winchester 

RS  Nashville 

GySgt  A.C.  Masiello 

PROMOTION 

RS  Macon 

GySgt  D.G.  Shelkey 

RS  Montgomery 

SSgt  R.A.  Greene 

RS  Orlando 

MGySgt  J.D.  Dunlapp 

RS  Raleigh 

SSgt  J.D.  Churchwell 

GOOD  CONDUCT  MEDAL 

RS  Jacksonville 

MSgt  J.R.J.  Putrell,  7th  Award 
SSgt  S.L.  Gregory,  4th  Award 


RS  Montgomery 

Sgt  H.B.  Johnson,  2nd  Award 

RS  Nashville 

SSgt  R.H.  Turner,  4th  Award 
Sgt  D.A.  Johnson,  2nd  Award 

RS  Orlando 

GySgt  F.D.  Torres,  Jr.,  5th  Award 
SSgt  T.L.  Hayes,  Jr.,  4th  Award 
GySgt  K.F.  Kersey,  5th  Award 
Sgt  F.P.  Sotomayor,  3rd  Award 
SSgt  R.  Uvalle,  4th  Award 

RS  Raleigh 

GySgt  B.  Blackwell,  4th  Award 

CERTIFICATE  OF  COMMENDATION 
RS  Nashville 

NCOIC,  RSS  Jackson,  Miss. 

MERITORIOUS  MAST 

RS  Macon 

SSgt  S.A.  Grant 
SSgt  J.P.  Crittenden 
Sgt  T.E.  Register 


GySgt  J.N.  Huffman 
SSgt  R.B.  Watson 
Sgt  A.  Tamayo 
Sgt  P.B.  Fontaine 
SSgt  R.L.  Brooks 
SSgt  S.A.  Rothrock 


Drum 
up  some 
savings. 


Take  stock  in  America. 
Buy  US.  Savings  Bonds. 


Recruiter  Honor  Roll 


7 contracts 

GySgt  K.A.  Brown,  RSS  Valdosta,  Ga. 

SSgt  G.W.  Brewer,  RSS  Knoxville,  Tenn. 

6 contracts 

SSgt  A.M.  Rose,  RSS  Jacksonville,  Fla. 
GySgt  D.A.  Bunch,  RSS  Murfreesboro,  Tenn. 
Sgt  G.A.  Crocker,  RSS  Tupelo,  Miss. 

5 contracts 

SSgt  D.B.  Davis,  RSS  Albany,  Ga. 

Sgt  G.F.  Glenn,  RSS  Gainesville,  Fla. 

GySgt  B.  Blackwell,  RSS  Greensboro,  N.C. 
Sgt  J.  Flerner,  RSS  Bradenton,  Fla. 

SSgt  N.  Haeger,  RSS  Ft.  Myers,  Fla. 

Sgt  S.  Swan,  RSS  Leesburg,  Fla. 

Sgt  W.  Garcia,  RSS  San  Juan,  P.R. 

SSgt  C.J.  Boatwright,  RSS  Florence,  S.C. 


Sgt  M.FI.  Schmitt,  RSS  Greenville,  S.C. 

Sgt  C.D.  Flarvey,  RSS  N.  Charleston,  S.C. 
Sgt  R.C.  Cawley,  RSS  Greenville,  S.C. 

SSgt  T.  Williams,  RSS  Pensacola,  Fla. 

Sgt  J.  Ruark,  RSS  Jackson,  Miss. 

Sgt  V.D.  Baker,  RSS  Chattanooga,  Tenn. 
SSgt  S.L.  Scroggins,  RSS  Chattanooga, 
Tenn. 

Sgt  K.J.  Teeter,  RSS  Clarksville,  Tenn. 

Sgt  M.R.  Kearney,  RSS  Knoxville,  Tenn. 
SSgt  J.C.  Kligel,  RSS  Memphis,  Tenn. 

4 contracts 

GySgt  L.F.  Mulcahy,  RSS  Jacksonville,  Fla. 
SSgt  J.J.  Frasier,  RSS  Daytona  Beach,  Fla. 
SSgt  D.B.  Green,  RSS  Gainesville,  Fla. 

SSgt  C.L.  Smith,  Jr.,  RSS  Jacksonville 
Beach,  Fla. 

Sgt  A.L.  Pace,  RSS  Tallahassee,  Fla. 

CpI  K.N.  Brewer,  RSS  Rocky  Mount,  N.C. 


Sgt  K.G.  Comfort,  RSS  Rocky  Mount,  N.C. 
SSgt  J.R.  Dunn,  RSS  Asheville,  N.C. 

GySgt  R.S.  Green,  RSS  Asheville,  N.C. 

Sgt  B.  Adams,  RSS  Lakeland,  Fla. 

SSgt  J.  Ortiz,  RSS  Miami,  Fla. 

GySgt  D.  Silcox,  RSS  Orlando,  Fla. 

Sgt  M.  Phelps,  RSS  Orlando,  Fla. 

Sgt  W.  Thompson,  RSS  St.  Petersburg,  Fla. 
Sgt  S.  Villaneuva,  RSS  Tampa,  Fla. 

SSgt  C.A.  Leighty,  RSS  Atlanta,  Ga. 

SSgt  J.P.  Crittenden,  RSS  Columbia,  S.C. 

Sgt  D.  Davis,  RSS  Florence,  S.C. 

GySgt  W.L.  Valentine,  RSS  Orangeburg,  S.C. 
MSgt  B.  Wilson,  RSS  Sumter,  S.C. 

SSgt  R.  Turner,  RSS  Vestavia,  Ala. 

Sgt  S.  Flubbard,  RSS  Jackson,  Miss. 

Sgt  R.  Plutchison,  RSS  Mobile,  Ala. 

SSgt  M.R.  Santos,  RSS  Johnson  City,  Tenn. 
GySgt  D.L.  Godbee,  RSS  Murphreesboro, 

T enn. 

SSgt  D.A.  Hruza,  RSS  Nashville,  Tenn. 
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March  1988  Procurement  Results 

SHIPPING 


PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

2 2 100.0 

46  47 

102.2 

48  49  102.1 

3 4 133.3 

Mac 

3 2 66.7 

85  86 

101.2 

88  88  100.0 

6 6 100.0 

Mon 

2 2 100.0 

59  59 

100.0 

61  61  100.0 

5 5 100.0 

Nas 

2 2 100.0 

51  51 

100.0 

53  53  100.0 

6 6 100.0 

Orl 

4 2 50.0 

79  81 

102.5 

83  83  100.0 

8 9 1 12.5 

Ral 

2 0 0.0 

57  59 

103.5 

59  59  100.0 

5 6 120.0 

Dist 

15  10  66.7 

377  383  101.6 

392  393  100.3 

33  36  109.1 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

6 6 100.0 

1 1 

100.0 

0 0 N/A 

58  60  103.4 

Mac 

13  15  1 15.4 

4 4 

100.0 

1 1 100.0 

112  114  101.8 

Mon 

10  10  100.0 

0 0 

N/A 

0 0 N/A 

76  76  100.0 

Nas 

18  19  105.6 

0 0 

N/A 

0 0 N/A 

77  78  101.3 

Orl 

4 4 100.0 

0 0 

N/A 

1 1 100.0 

96  97  101.0 

Ral 

10  11  110.0 

2 2 

100.0 

0 0 N/A 

76  78  102.6 

Dist 

61  65  106.6 

7 7 

100.0 

2 2 100.0 

495  503  101.6 

SHIPPING  QUALITY 

% MG  l-IIIA  Ship 

% Tier  1 HSG  Ship 

% NPS  Reg  4-6Yr 

% QEP  + CEP  Rqmt 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

TOE  Ship 

Ship 

Jac 

66.7  57.1 

89.4 

71.4 

100.0 

40.0 

Mac 

62.0  90.0 

97.7 

100.0 

100.0 

350.0 

Mon 

62.5  80.0 

96.6 

100.0 

100.0 

166.7 

Nas 

63.2  63.2 

94.1 

100.0 

98.2 

157.1 

Orl 

65.6  60.0 

96.3 

100.0 

98.9 

90.9 

Ral 

66.2  69.2 

94.9 

100.0 

100.0 

1 71 .4 

Dist 

64.2  73.0 

95.3 

97.2 

99.5 

165.9 

NET  NEW  CONTRACTING 

PS  Reg  + 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

0 0 N/A 

45  47 

104.4 

45  47  104.4 

3 2 66.7 

Mac 

0 1 N/A 

92  85 

92.4 

92  86  93.5 

5 7 140.0 

Mon 

0 0 N/A 

64  51 

79.7 

64  51  79.7 

5 7 140.0 

Nas 

0 0 N/A 

67  58 

86.6 

67  58  86.6 

5 9 180.0 

Orl 

0 2 N/A 

111  110  90.1 

111  102  91 .9 

6 10  166.6 

Ral 

0 0 N/A 

71  60 

84.5 

71  60  84.5 

4 1 25.0 

Dist 

0 3 N/A 

450  401  89.1 

450  404  89.8  28 

36  128.6 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

13  17  130.8 

2 0 

0.0 

1 2 200.0 

64  68  106.3 

Mac 

22  24  109.1 

3 2 

66.7 

1 2 200.0 

123  121  98.4 

Mon 

19  30  157.9 

0 0 

N/A 

0 0 N/A 

88  88  100.0 

Nas 

24  27  112.5 

0 1 

N/A 

0 0 N/A 

96  95  99.0 

Orl 

16  22  137.5 

0 0 

N/A 

0 1 N/A 

133  135  101.5 

Ral 

18  25  138.9 

1 0 

0.0 

0 2 N/A 

94  88  93.6 

Dist 

1 12  145  129.5 

6 3 

50.0 

2 7 350.0 

598  595  99.5 

CONTRACTING  QUALITY 

% MG  l-IIIA  NNC 

% Tier  1 HSG  NNC 

% QEP  + CEP  Quota 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

Contracted 

APR 

Jac 

71.4  68.4 

95.7 

100.0 

80.0 

1.70 

Mac 

71.7  82.1 

102.4 

100.0 

44.4 

1.57 

Mon 

63.8  76.7 

98.0 

100.0 

85.7 

1.60 

Nas 

70.1  75.0 

96.6 

100.0 

14.3 

1.58 

Orl 

67.3  87.0 

99.0 

95.5 

58.3 

1.63 

Ral 

65.6  59.3 

93.3 

100.0 

137.5 

1 .49 

Dist 

68.4  74.8 

98.0 

99.3 

68.8 

1.59 

April  1988 
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Midyear  FY  88  Procurement  09685  0671 


SHIPPING 


PS  Reg  + 

[FLARE i 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

12  13  108.3 

300  302  100.7 

312  315  101.0 

15  16  106.7 

Mac 

18  10  55.6 

491  499  101.6 

509  509  100.0 

26  26  100.0 

Mon 

12  12  100.0 

318  318  100.0 

330  330  100.0 

23  23  100.0 

Nas 

12  14  1 16.7 

309  309  100.0 

321  323  100.6 

25  26  104.0 

Orl 

21  18  85.7 

548  551  100.5 

569  569  100.0 

33  34  103.0 

Ral 

15  12  80.0 

342  345  100.9 

357  357  100.0 

21  23  109.5 

Dist 

90  79  87.8 

2308  2324  100.7 

2398  2403  100.2  143  148  103.5 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

59  62  105.1 

3 5 166.7 

2 2 100.0 

391  400  102.3 

Mac 

108  111  102.8 

18  19  105.6 

4 4 100.0 

665  669  100.6 

Mon 

108  109  100.9 

0 0 N/A 

0 0 N/A 

461  462  100.2 

Nas 

115  118  102.6 

0 0 N/A 

0 0 N/A 

461  467  101.3 

Orl 

77  81  105.2 

0 0 N/A 

3 3 100.0 

682  687  100.7 

Ral 

66  68  103.0 

2 2 100.0 

3 3 100.0 

449  453  100.9 

Dist 

533  549  103.0 

23  26  1 13.0 

12  12  100.0 

3109  3138  100.9 

SHIPPING  QUALITY 

% MG  l-IIIA  Ship 

% Tier  1 HSG  Ship 

% NPS  Reg  4-6Y r 

% QEP  + CEP  Rqmt 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

TOE  Ship 

Ship 

Jac 

64.2  68.1 

93.7  91.0 

99.7 

156.7 

Mac 

65.3  82.1 

95.8  96.9 

100.0 

273.2 

Mon 

63.3  70.6 

93.4  98.2 

99.7 

127.5 

Nas 

66.9  68.6 

91.3  92.4 

98.8 

104.8 

Orl 

64.4  71.4 

93.1  96.3 

99.7 

95.5 

Ral 

65.2  65.8 

92.2  97.1 

99.7 

83.3 

Dist 

64.9  72.1 

93.4  95.5 

99.6 

142.2 

NET  NEW  CONTRA  CTING 

PS  Reg  + 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

3 2 66.7 

290  315  108.6 

293  31  7 108.2 

15  18  120.0 

Mac 

12  8 66.7 

573  571  99.7 

585  579  99.0 

30  39  130.0 

Mon 

6 7 1 16.7 

411  380  92.5 

417  387  92.8 

27  26  96.3 

Nas 

6 4 66.7 

426  371  87.1 

432  375  86.8 

28  35  125.0 

Orl 

12  11  91.7 

697  640  91.8 

709  651  91.8 

36  35  97.2 

Ral 

6 4 66.7 

454  387  85.2 

460  391  85.0 

24  26  108.3 

Dist 

45  36  80.0 

2851  2664  93.4 

2896  2700  93.2 

160  179  1 1 1.9 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

83  1 15  138.6 

12  16  133.3 

3 3 100.0 

406  469  1 15.5 

Mac 

135  111  82.2 

26  26  100.0 

5 4 80.0 

781  759  97.2 

Mon 

114  151  132.5 

0 0 N/A 

0 0 N/A 

558  564  101.1 

Nas 

144  179  124.3 

4 6 150.0 

0 0 N/A 

608  595  97.9 

Orl 

95  122  128.4 

0 0 N/A 

1 5 500.0 

841  813  96.7 

Ral 

105  102  97.1 

5 3 60.0 

3 6 200.0 

597  528  88.4 

Dist 

676  780  1 15.4 

47  51  108.5 

12  18  150.0 

3791  3728  98.3 

CONTRACTING  QUALITY 

% MG  l-IIIA  NNC 

% Tier  1 HSG  NNC 

% QEP  + CEP  Quota 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

Contracted 

APR 

Jac 

68.2  78.4 

97.1  97.7 

165.6 

1 .95 

Mac 

68.0  90.1 

100.2  100.7 

170.0 

1 .64 

Mon 

63.8  80.8 

98.4  100.7 

1 52.4 

1.71 

Nas 

65.3  70.8 

94.9  99.5 

202.4 

1.65 

Orl 

64.0  81.1 

98.1  98.4 

83.6 

1.63 

Ral 

65.1  73.9 

96.9  101.0 

137.5 

1.49 

Dist 

65.7  78.9 

97.9  99.6 

145.1 

1.66 

